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Congratulations, you’re almost done. I’m Rich Nadworny, and this is the final lesson of 
Design-Driven Entrepreneurship.   
 

Now, let’s talk about creating a prototype. One thing you haven’t done yet is to create a 
prototype of your big idea. This might be the first thing you do, or you might do this several 
times over time. In this stage, a prototype is often called a Minimum Viable Product, or MVP. 
It’s not actually a product. It’s a representation or manifestation of an idea that you can share 
with people to get feedback.  
 

MVPs have a tendency to focus too much on features. So some entrepreneurs instead create 
a Minimum Loveable Product — that is, an idea that people will fall in love with and want to 
buy as soon as they can.  That’s really what you’re trying to create:  something that will truly 
resonate with people, especially your early customers.  
 

So, time for you to create an MVP or an MLP.  Here are few ways you can do that.  The most 
important task is to create something tangible, not just words on a page. In short, they are: 
 

• Make a physical model. This is good for products. 
• Draw the process. This is good for digital interfaces. 
• Code. With rudimentary functionality, this is good for technology. 
• Storyboard. Depict your system or service comic-book style. 
• Act it out. Create a skit to show what will happen in service experience interactions. 
• Or make a space, either life-size or a model, that will show an environment.  
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From that list, choose the best fit for your big idea and get started. Create your prototype. 
 

 
 

Once you’ve completed your prototype, time to test, test and test your MVP or MLP. You’ve 
created your prototype to get feedback. Show it to people who will be the most enthusiastic 
users who have the greatest need. You want to get as much input as you can right now; don’t 
spend time defending or explaining how it works.  If people don’t understand it, you need to 
go back to the drawing board and make it better. 
 

Take all of your feedback and revise your prototype, and then test it again. The reason 
you’re doing this now is that it will save you a lot of money — and time — when you create 
your product or service for real. Right now you’re only using paper or cardboard or colors. 
That’s a lot cheaper than metal or plastic or computer chips! 
 

How will you make any money from it?  The key resources, activities and partners will 
determine how much it will cost to make your big idea. How much should you charge for it? 
Do the research. Find the competition and see where you can price yourself in the market.  
Then, like anything else, test it. Here are a few ways to test your price.  
 

One way is to use search engine marketing to advertise your new business.  This kind of 
advertising takes people to test landing pages. Obviously, you should spend very little money 
to do this. But you can see how many people click on your ad and how many people would 
click an “I would buy this” button.  
 

 
 

Another way to test this is to launch a crowdfunding campaign using a service like Kickstarter 
or Indiegogo.  
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These crowdfunding sites allow you to “presell” products that don’t exist yet.  You’ll be able 
to see how many people will buy your product without even seeing it while raising money at 
the same time.  
 
The last way is to show people your prototype with a price attached and gather feedback the 
old fashioned way — in person. How do your customers react? Is your product too cheap or 
too expensive?  Remember to ask some probing questions to get valuable feedback. The cost 
goes in the bottom left of your Business Model Canvas. The price goes in the bottom right 
under “revenue.”  
 

And here you are! Congratulations! You’ve designed your new enterprise with help of the 
Business Model Canvas and lots of human-centered design tools. You’ve focused on people 
throughout the process. Now you have a story to tell — a story you can tell to potential 
investors, partners and customers. You have a big idea that solves a problem for a specific 
customer group. You have an ecosystem to create and sell. You have financial numbers to 
back up your new business. Most of all, you’ve learned tools that will help you design all 
aspects of your business. The questions we’ve asked require you to provide the basic 
information for your idea that will help you move from vision to viability.  
 

Revisit this process regularly throughout the planning and running of your business. You’ll find 
that your answers may change, and that’s ok. With the human-centered design approach, 
you’ve applied the rules of Design-Driven Entrepreneurship that will give you an advantage in 
creating and maintaining a successful business.  
 

Good luck! 
 

Go to www.yali.state.gov for more information and resources related to this course. 
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PROTOTYPING MODES
Now, it’s time to make your idea tangible. 

When prototyping your idea, the most important thing is to create something 
that your user can interact with. This will enable you to gather further insights, 
which you can use to refine your concept. There are many ways to make a great 
prototype, and you can choose the method(s) that best fit your concept:

BUILD IT AT 1:1 
If your concept is a physical 
delive, this is the way to go. 
But if you’re thinking about a 
larger space or system, 
instead of making a scale 
model of it, pick a piece of it 
to build at life-sized scale. 
This will enable you to learn 
from your user’s interaction 
with your prototype.

DRAW THE PROCESS 
If your concept involves a 
digital interface, you can make 
a stack of Post-Its that repre-
sent different screens. You can 
then have your user go 
through the process of using 
your application by pushing 
the “buttons” and flipping 
through the “screens.”

STORYBOARD 
If your concept is a complica- 
ted ecosystem or service, the 
best way to depict it may be 
with a comic-book style series 
of drawings that issustrate the 
step-by-step journey of a user 
interacting with your idea. 
Don’t worry about making the 
drawings pretty - stick figures 
are just fine to get the idea 
across.

WHAT ELSE? 
What other methods or 
techniques can you think of to 
represent your concept? Keep 
in mind that your goal is to 
make something your user 
can interact with, rather than 
merely look at.

ACT IT OUT 
If your concept is a system or 
service that’s not easily 
representable with physical 
materials, consider a skit as a 
prototype. You can mock up 
what an interaction might feel 
like by assigning different 
roles to your teammates, and 
asking the user to engage in 
dialogue with you.

MAKE A SPACE 
If your concept is a build-
ing-sized idea, consider using 
the furniture in the room, and 
whatever props you find to 
hand, to create a small 
full-scale representation of a 
piece of that environment. 
This will allow your user to 
interact with your prototype 
more meaningfully.


